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“It is well for a man to respect his own vocation, whatever it is, 
and to think himself bound to uphold it and to claim for it the 
respect it deserves.” — Charles Dickens. 


in the editor’s opinion — 


OVER THE TRANSOM 


In the advertising business, when a salesman gets an unexpected slice of 
business, it is jokingly called: “coming in over the transom”. The phrase, 
usually applied by his colleagues, implies that this voluntary business came 
in sans any effort on his part. If his confreres were hasty in their assessment, 
they would surely say: “he’s just lucky”. 


This opinion might be exercised by envy, for they have failed to realize 
the amount of missionary work which the salesman has spaded in during 
the months previous. They have also failed to recognize the attitude which 
their more successful running mate has. An attitude impressive enough to 
leave a retentive memory behind, planted with the thoughts formed during 
a visit made even a year or more before. 


Moving in closer to home plate and, at the risk of sounding pedantic, we 
suggest that many salesman enjoying only mediocre success in the sale of 
real estate, may find that their attitude is the stumbling block; a difficult 
problem to assess and to which may be applied the proper surgery. 


Until such time as science produces a psyche motivation-probing mirror 
which can privately assess our weaknesses, we must perform the task of 
self-analysis by other means. 
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MORTGAGE FINANCING 


We all recognize that proper mort- 
gaging is of prime importance in the 
merchandising of real estate. With- 
out suitable arrangements, all your 
persuasive powers and sales talk may 
go for naught. 

The major lending houses in Canada 
are the life insurance companies and 
trust and loan corporations all of 
whom are charged with the investment 
of their policyholders’ premium dollars 
—or in the case of trust companies— 
with the funds entrusted to them for 
investment by their clients or trustees 
of an estate. 

This, as you can readily understand, 
requires considerable caution and the 
following of sound lending practices. 
Remember, life insurance companies 
must account to their policy holders 
for the way in which their dollars are 
utilized. The return from the invest- 
ment of these dollars is reflected in the 
amount one must pay for life insur- 
ance protection and dividends received. 
There are, of course, other items 
which also affect the cost of insurance, 
which have no relevant use in this ar- 
ticle. 

I hasten to point out that my 
thoughts must, of necessity, be gov- 
erned more from the life insurance 
angle than other organizations in the 
field of mortgage lending. After all, I 
work for such a company (Manufact- 
uer’s Life) and of course, have been 
suitably ‘brain-washed’. 

* * » 

Mortgage investments offices across 
the country are charged with the in- 
vestment of their company’s dollars in 
real estate within their territory. 
They must invest these dollars at an 
interest rate and on such broad terms, 
as may, from time to time be dictated 
by home office—based on _ their 





wisdom as to lending policy at any 
given time. 





By W. T. HOUGHTON 


Generally, the branch office must 
perform two jobs: Appraisal of Real 
Estate and Underwriting of the loan. 
Let us take a look at the Appraisal. 

Having either inspected the prop- 
erty, or in the case of a building to 
be built— appraised the plans and 
inspected the site, etc., we endeavour 
to arrive at a Market Value, using the 
three approaches to value: 

1. Cost reproduction 

2. Income capitalization. 

3. Comparable or Market Data. 


From the analysis of the above a 
Lending Value can be selected. 


UNDERWRITING 


At present, as you all know, Cana- 
dian Life Insurance companies are 
limited to loans of 66 2/3% of value. 
Hence, the maximum loan cannot ex- 
ceed this percentage. However, in the 
interest of sound lending, considera- 
tion of the overall picture must be giv- 
en — such items as: 

a. Borrower—age—debt service 

ratio to income. 

b. Property location. 

ce. Security—age and leasing ete. 


It might not be prudent, under a 
certain set of circumstances and con- 
ditions, to recommend a full percent- 
age loan, It might be necessary to 
limit the amount to 40-50- or 55%. 
These reasons are varied, e.g.: — 
monthly payments too high for income 
of borrower; due to age of building 
or area trend, loan should be reduced 
because of the apparent risk. Inter- 
est rates and length of amortisation 
must also be adjusted to fit the parti- 
cular over-all picture. 

I should accentuate here that most 
life companies are not in the real es- 
tate business. We leave that field to 
you. Our job is investment! 


Another point of considerable im- 
portance is that we are making loans 
over a much longer period of time, 
than that entailed in a sale or other 
property transaction. Our money 
comes back very slowly in the early 
stages. It gives you cause for thought 
when you realize that, at the half-way 
mark on a 20-year amortized repay- 
ment plan, the lender has only receiv- 
ed about 35% of the principal sum. 
Similarly, on a 25-year repayment 
plan only 30% is repaid at the end of 
1242 years. I think all of you will 
agree that a great deal can happen 
in 10 or 12 years. 

Perhaps now, you won’t think us 
quite so crazy when we offer you an 
amount which sounds utterly ridicu- 
lous when based on the idea of 66 2/3 
% of the sale price. Our Lending 
Value and your Sale Price may not be 
too far apart, but our underwriting 
‘an make a considerable difference. 


~ x * 


So much for our present restric- 
tions. What about the amendments to 
the N.H.A. which have increased our 
limits from 60% to 66 2/3% of the 
value of the real estate? This move 
will naturally tend to lower down pay- 
ments on used housing, and also re- 
duce any secondary financing neces- 
sary. 

Other amendments which were legis- 
lated are as follows: 

a. Companies can now increase 

their holdings of real estate for the 

production of income from 5% to 

10% of their ledger assets. 

b. A company can invest up to 1% 

of its assets in one parcel. Hitherto 

it had been 42 of 1%. This amend- 
ment will affect companies who pur- 
chase land, or land and buildings, 
and built to lease as an investment 
(Purchase-lease deals). 


Continued on Page 16. 


Houghton has been with Manufacturers Life Insurance Co. for 25 years, and is 


manager of the mortgage department for the firm’s Hamilton office. He is past vice-chairman 
of the Hamilton Chapter of the Appraisa! Institute of Canada and a member of the Hamilton 
Real Estate Board and the National Home Builders Association (Hamilton Chapter) 


Commander Houghton is Commanding Officer of H.M.C.S. Star, the Naval Barracks in 


Hamilton. During the war he was Flotilla Anti-Submarine Officer, R.C.N.V.R. and served with 
distinction for 6Y2 years during the hostilities 


Ralph L. Davidson is an active member of the Toronto Real Estate Board and has served on most 


THE of its committees. He is a past-president of the Advertising & Sales Club of Toronto and Director 
AUTHOR of the club’s Practical Salesmanship Course for the past five years. He has lectured on Salesman- 
ship at several Canadian Universities. The following text has been taken from remarks delivered at 

= an Advance Sales Course sponsored by the Toronto Board. 





SALES SENSE 


I do hope our readers will read 
between the lines when they examine 
the following phrase: “The outlook 
for business will be as good as the 
look-out for business —no_ better!” 
That phrase pretty well sums up that 
selling real estate is no bed of roses. 
The days of: “if a man built a better 
mouse trap than his neighbor, the 
world would make a beaten path to 
his door’, are over. It is no longer 
profitable to nurse theories . . . we 
must put them into action. 

Elbert Hubbard once said, “Folks 
who never do anything more than 
they get paid for—never get paid 
for any more than they do!” Using 
this as an axiom, we might mix our 
metaphors by saying: “Salesmen who 
do their jobs well, are generally 
awarded with sales”. 

Selling, perhaps more than any 
other profession, depends on faith in 
oneself. Each salesman should endea- 
vour to strengthen that faith by 
searching for helpful ideas, methods 
and inspiration. In selling, success 
has its price. He who believes he 
knows everything about selling has a 
lazy man’s attitude. Achievement in 
salesmanship is never reached by 
effortless processes. We must know 
our sales equipment. We must know 
our product. 

* * * 

Here is a tried and true observation 
to kick around: The first ten words 
a salesman utters are most important! 
instructor of public 
speaking says, “Watch your opening 
words,” . . . Just as the letter writing 
expert stresses the importance of the 
opening words when composing a 
letter — so does the advice offered you 
now, mean that much. 

Surely there’s not much _ interest 
aroused by the salesman who greets 
his client with, “I was in your area, 


Just as an 
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so I thought I would drop in to see 
you”. 
+ * * 
Several years ago, a dairy, spon- 
soring a new brand of milk, had its 





salesmen make calls on the house- 
wives. Each salesman was armed with 
a faulty technique as I shall here 
expose. Each rapped on the door and 
said: “I want to tell you about a new 
brand of milk we’ve just brought out. 
It doesn’t cost any more than the milk 
you are now buying; and it is full of 
vitamins.” 

After six months of plugging, the 
company increased its sales by a mere 
two per cent. Mrs. housewife obviously 
wasn’t interested in something ‘they 
had just brought out’. 

The strategy was changed and note 
the remarkable occurence. Just the 
change of the presentation boosted 
the dairy’s sales 30%! Think of it, 
six months wasted using the wrong 
‘first ten words’: “I want you to hear 
what we are doing...” 

Here is the actual change in verbal 
delivery: “Madam, have you ever seen 
a spoonful of sunshine?” Those open- 
ing words aroused her curiosity and 
she invariably said, “No” expecting 
and wishing to hear more. The sales- 
man would then hand her a bottle of 
milk and say, “Its right here in this 


bottle’. He would then proceed to 
tell her about the added vitamins in 
the new product. 


No one can deny that there 
was both strategy and showmanship 
coupled in the second method — but, 
the first ten words made it possible to 
employ strategy and showmanship. 


* * oa 


Strategy is permissible in salesman- 
ship as it is in any business — just so 
long as that strategy does not smack 
of misrepresentation. When the latter 
is used, the salesman will lose the 
prospect’s confidence. 

Music critics claim that they can 
quickly judge how accomplished a 
pianist is, when they hear the first 
few bars of a selection. Many of us 
have similar built-in techniques. Some 
of which we are not aware. Many of 
us speedily judge people by the man- 
ner in which they shake hands with 
us and whether there is any sincerity 
detected in their “pleased to meet you” 
salutations. 


a ” 


There are other important factors 
which can impress or repel a prospect 
other than the first ten words. How 
is the man dressed? A_ salesman 
should never be overly-dressed. His 
appearance should be neat and con- 
servative. Clothes may not make a 
man, but they are a silent recom- 
mendation. 


It is true that a certain percentage 
of clients will buy with little or no 
effort on our part, but, it would seem 
that the vast majority require the 
presence of a salesman. If this were 
not so, then there would be no need 
for salesmen. Selling would be 
done exclusively by newspaper ads; 


Continued on page 16 
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THE 


PRESIDENT 
REPORTS 


Dear Fellow Members of CAREB, 


Since my last report to you I have 
had the pleasure of visiting with the 
members of Real Estate Boards in 
Halifax, Nova Scotia; Moncton and 
Fredericton in New Brunswick and 
London, Brantford and Hamilton in 
Ontario. 

In Halifax a very fine meeting of 
the members of the Nova Scotia Real 
Estate Association was combined with 
a meeting of the Halifax-Dartmouth 
Real Estate Board. Regional Vice 
President of Nova Scotia for CAREB, 
Cece Whynacht, Jim Roy, President of 
the Halifax-Dartmouth Real Estate 
Board and Ralph Macdonald President 
of the Nova Scotia Real Estate Asso- 
ciation and their Directors and Com- 
mittee members arranged for me to 
meet with the Directors of the Nova 
Scotia Real Estate Association and al- 
so the Halifax-Dartmouth Real Estate 
Board as well as the meeting of the 
membership as a whole. 

A very considerable amount of con- 
structive work has been done and is 
being done in advancing the cause of 
organised real estate in Nova Scotia. 
I would also like to remark upon the 
delightful hospitality which I enjoyed 
while there. 


° . ~ 


Following the Halifax meetings I 
proceeded by air to Moncton where I 
was met by Gordon Page, Regional 
Vice President of CAREB for New 
Brunswick, and Ernie Willis President 
of the New Brunswick Real Estate 
Association. While in New Brunswick 
I had the pleasure of meeting with the 
Directors of both the Moncton and 
the Fredericton Real Estate Boards as 
well as members of the New Bruns- 
wick Real Estate Association. Gordon 
Page and his charming wife very 
kindly drove me from Moncton to 
Fredericton where I had the pleasure, 
in company with Gordon Page, Ernie 
Willis and Vice President of the New 
Brunswick Real Estate Association 
Ken Brien, of being received by the 
Premier of New Brunswick, the 
Honourable Louis J. Robichaud, B.A., 
and a member of the New Brunswick 
Cabinet primarily concerned with Real 
Estate Licence Law in that Province 
namely the Honourable Mr. DesBri- 


say, Q.C., M.L.A. The Premier gave 
us a most cordial and courteous 
reception and even though the Legis- 
lature was due to close the evening of 
that same day, and in fact did close 
the following morning, the Honour- 
able Mr. DesBrisay agreed to accept 
several amendments to the New 
Brunswick Real Estate License Law 
which, under the able sponsorship of 
the New Brunswick Real Estate 
Association, had already had its first 
reading in the House. 

The new Real Estate Licence Law 
for New Brunswick received its final 
reading the next morning just before 
the House completed its business for 
the Session. 

President Kelvin Belyea of the 
Fredericton Real Estate Board, and 
his fellow Directors, were excellent 
hosts and it is obvious that New 
Brunswick has a keen greup of 
Realtors actively interested in advanc- 
ing the cause of organised Real Estate 
in that Province. 


* 7 7 


The London Real Estate Board had 
arranged a One Day Sales Seminar to 
which they had invited a number of 
neighbouring Real Estate Boards. 
There was an excellent turn-out to a 
very well organised affair, the Chair- 
man of which was George Tolboom, 
Vice President of the London Board. 


Unfortunately a flu bug caused me 
some difficulty while I was in London 
and I therefore was unable to visit 
with the President and Directors of 
the Board to any extent while in that 
very lovely City. 

* * . 

Following the London meeting, and 
accompanied by Bill Follows, Secre- 
tary of CAREB, I proceeded to Brant- 
ford where Regional Vice President 
for Ontario of CAREB, Pat Harvey, 
is also President of the Brantford 
Real Estate Board. 

Pat had invited a considerable num- 
ber of neighouring Boards to attend 
the dinner meeting held in Brantford 
and there was a most excellent turn- 
out. Here I had the pleasure of visit- 
ing with the Directors of the Brant- 
ford Board in addition to addressing 
the evening meeting, which was a 
very well organised affair indeed. 

* * * 

Still nursing my flu bug to some 
extent, Bill Follows and I left Brant- 
ford early on the morning following 
the meeting and proceeded to Hamil- 
ton where we were royally entertained 
by Glen Chambers, President of the 
Hamilton Board, and his fellow Direc- 
tors. I was taken on a conducted tour 
of the new Hamilton City Hall which 
is indeed most impressive and had a 
very pleasant interview with the May- 
or of Hamilton. 


* * * 


At all of these meetings with these 
Member Boards of CAREB in Nova 
Scotia, New Brunswick and Ontario, 
the subject of my address to their 
members was the 


same, namely — 


“Can the Real Estate Business Be- 
come a Profession?” 

Certainly from the calibre of the 
members that I met while visiting with 
these Boards, there is no question but 
what the goal of professional status 
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can be achieved. The necessary in- 
gredients, which of course must be 
tailored to fit the individual require- 
ments of each Province, in my view 
are as follows — 

A strong Real Estate Licence Law 
supported by an advisory body of 
elected Realtors, which Licence Law 
must provide for admittance into the 
vocation of real estate of only indivi- 
duals of good character who have pas- 
sed adequate and proper examinations 
attesting their competency. 

The next ingredient is the provision 
of real estate education at the pre- 
licence level for those entering the 
business both as salesmen and agents; 
for those already in the business at 
the Diploma level, and for those en- 
tering the vocation of real estate 
through the Faculties of Commerce at 
the Provincial Universities — credit 
courses in Real Estate subjects must 
be made available to apply toward the 
achievement of a Bachelor of Com- 
merce Degree. 

In addition to the ingredients as 
above outlined, the most important in- 
gredient of all of course must be the 
complete integrity and increasing com- 
petence of the very great majority of 
those engaged in this vocation of real 
estate in Canada. 

* * * 





In closing this article I would like 
to mention that I have also been in 
continuous contact with the CAREB 
Conference Committee who are looking 
after all details of arranging our an- 
nual conference being held at Banff 
this year in the first week of Septem- 
ber. , 

Elmer Sanders, as Conference Co- 
ordinator, E. B. (Pete) Lyle, as Pro- 
gramme Chairman, and Al Larson 
Local Conference Chairman, all of 
Calgary, assisted by a large and cap- 
able committee of the Calgary Real 
Estate Board, are making excellent 
progress. 

This Banff Convention will undoub- 
tedly be an outstanding affair. Don’t 
miss it. 

Cordially yours 
Herbert R. Fullerton 
President 
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EDITORIAL — Continued from page 3 


First off, when viewing your more successful mates, do your thoughts some- 
times produce envy . . . jealousy? Do you tend to excuse his actions by saying: 
“He's just lucky”? 

If even a minute tinge of jealousy, or its milder counterpart envy, has cropped 
up, then you have a definite indication that a wrong attitude exists in your psyche. 
As the man said: “A successful man is far too busy to be envious”. 

How does one go about conducting a self-analysis of his ‘Id’? How is it 
possible to pluck out our attitudes so that we might examine them objectively? 

It is difficult . . . no one can deny this. Without the benefit of professional 
advice . . . and, because our close friends are too polite to tell us, we must grope 
around, seeking the cause sans outside help; but it can be done. 

Here is one way: Sit down and list the ten things you feel you are doing 
wrong. For a start: 

1. I am prone to let a call go, because I want to go out for a cup of coffee. 

2. I'm a creature of impulse; although I have a good prospect, seemingly ‘hot’ 
after a home, I won't let my mind think about this. Rather, I'll accept that 
golf date and head for the links this afternoon. 

3. There is a batch of new co-op listings on the front counter top. I can see them 
from here. I should go up, get them, bring them back to my desk, and attempt 
to match them against my prospect files. Nope, don’t think I will. Think I'll 
scrounge Joe’s morning paper and read it instead. 

4. Yesterday Mrs. Smith told me that she thought the people on the next street 
were going to sell their home. I think I'll go over there and see what the 
score is. No, on second thought, I better go get my car greased; thought I 
heard some squeaks on the way to the office this morning. 

5. Now that I've got the car greased up, should go back to the office and look 
through those listings. Ta heck with it! Its a nice day . . . think I'll drive 
around for awhile. 

6, 7, 8, 9, ad infinatum ... on go the excuses, each further cementing the 
wrong attitude! 

Everyone can conduct a self-analysis if they put their minds to it. Unfortun- 
ately, as a famed psychologist put it: “the people who need most desperately to 
change their attitudes are usually the least-likely to do so.” By exposing our ids 
we find, quite pleasantly, that it acts as a cleansing agent. In doing so, we create 


a new spark . . . a new or stronger enthusiasm. Self-appraisal does this and more, 
for it furnishes you with a better attitude. 
* * * 


Getting back to jealousy. The next time you feel this emotion, try changing it 
to one of admiration. Watch your more successful running mate while he conducts 
his daily business. Notice his positive attitude; his bubbling enthusiasm; his 
telephone technique; his manner while talking to clients. Ask him if you might 
accompany him the next time he goes out on a showing. 

The Chinese philosopher Lao-Tse once said, “The sage has no decided opinions 
and feelings, but regards the people’s opinions and feelings as his own.” A 
temporal reading of this observation would indicate that a wise man is never 
completely dependent upon himself, but must rather seek out and practice the 
techniques of others. 

Henry Melville is quoted as saying, “Those men who are caught in the 
clutches of independence, and excuse away from themselves the need to study 
success, are indeed unfortunate embolisms; moving always against the current, 
captured in the vice of mediocrity; with ne'er a plank in sight upon which they 
can stand to view themselves objectively”. 

The word ‘positive’ is an instructive adverb, difficult to express, yet it is the key 
word. It denotes a singular drive. It pushes and pulls, always along the same 
track. It trains the mind to pursue objectives. It compells the man to seek new 
ways of selling. Once the action of the word ‘positive’ sinks deeply into the core 
of our psyches, it is difficult to dislodge — for it is now a new personality which 
controls the man; an outgoing, more confident, more successful man! 











Outdoor Decorating 
Tricks With Bricks 


Families looking for a new home 
or thinking of ways to make their 
present one more attractive and com- 
fortable can find a world of outdoor 
decorating ideas in brick. It may 
come as a surprise to some that brick, 
traditionally known as an attractive, 
quality building material, can also add 
beauty and pleasant living in other 
spots around the home. 

For example, note the great Ameri- 
can and Canadian migration outdoors 
all year ‘round in warmer areas and 
during the summer in the northern 
sections. Many families spend almost 
all of their leisure hours relaxing in 
back yards and patios. The husband 
who wouldn’t set foot into his wife’s 
kitchen suddenly becomes the family’s 
official outdoor barbecue chef. 


Charcoal grills made of brick run 
all the way from a simple, rectangu- 
lar shaped grill with fixed grate to the 
more elaborate ones to which have 
been added electric rotisserie attach- 
ments, warming ovens and other culi- 
nary refinements. With its own 
natural finish, brick never needs 
painting and actually takes on a 
mellow patina as the years go by. 


The charcoal grill is just one place 
outdoors which can lend beauty to the 
whole home. The patio is another. A 
patio can be a small “postage stamp” 
size as found in the city or it can be 
a large suburban home’s outdoor area 
suitable for big families and the 
entertainment of many friends. Brick 
is a versatile material and, because of 
the size of its units, offers an almost 
endless variety of patterns. Interest- 


ing herringbone, stack bond, basket- 
weave and other geometric patterns 
“an add charm and individuality to a 
family’s outdoor area. 


Perhaps the garden of the home 
offers the greatest opportunity to 
express one’s individuality. Simple 
walks made of the same brick used on 
the patio can add distinction while 
also providing a continuity through- 
out the home’s outdoor area. Walls 
enclosing the garden can be used to 
surround the plantings or to divide 
the garden into contrasting sections. 
A very low garden wall, five or six 
bricks high, defines a planting area in 
an appealing way. Higher walls 
will accent the division. If a garden 
has an uneven topography, a_ brick 
retaining wall will hold up eroding 
slopes and also provide additional 
usable level ground for planting. 


Planter boxes offer an opportunity 
to showcase a prize garden flower or 
to accent a grouping of shrubbery. 
They can be any size or shape and 
should be built in scale to the whole 
garden plan. 


A growing trend toward some 
degree of privacy around the home 
has become noticeable among home 
owners and home buyers in the past 
few years. Not only city dwellers, but 
suburban families as well, are looking 
for it. It is not because they have 
anything to hide — it is just that they 
want to make their homes truly their 
castles. One of the best ways to 
achieve this is to enclose part of the 
outdoor area with a wall. There is a 
problem, however: a solid privacy 
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wall, neatly enclosing outdoor space, 
can give an isolated feeling to the 
family behind it. One answer to this 


is the perforated brick wall. High 
enough to provide family privacy for 
outdoor activities, the wall still does 
not create the solid mass usually asso- 
ciated with a more conventional wall. 


Through the use of regularly spaced 
openings, an effect of lightness is 
created in this strong, durable screen 
wall, The flexibility of brick con- 
struction offers a wide choice in the 
size of the spaced openings, the color 
and texture of the brick and the 
pattern of the brick bond. 

Realtors are finding that progres- 
sive builders are becoming more prone 
to add these popular decorating 
touches to the homes they offer for 
sale. 
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A Unique $6 Million Hotel Opens 


Nation’s biggest marine hotel chooses Vancouver for setting. 


Canada’s newest luxury hotel, the 
$6 million Bayshore Inn was opened 
earlier this spring in Vancouver. 
Situated on the south shore of Bur- 
rard Inlet at the foot of Georgia 
Street, the newest member of West- 
ern Hotels, Inc. is expected to set a 
new trend in marine resort living. 

Although the hotel is only minutes 
away from downtown Vancouver, its 
unique setting permits guests an un- 
paralleled view of the north shore 
mountains and the busy seaport. The 
hotel has moorage for 70 boats, in- 
cluding large yachts besides space for 
several float planes. Accommodation 
for 325 cars in an expansive, land- 
scaped parking area was planned into 
the overall design. 

The most unusual feature of the 
308-room hotel is its dining and lounge 
facilities. The dining areas will in- 
clude the newest of Trader Vic’ re- 
nowned restaurants. Built over a 
sunken Japanese rock garden, the 
restaurant — which adjoins the hotel 
proper — is an authentic reproduction 
of a copper-roofed south seas long- 
house. The exotic decor incorporates 
Marquesa Island tikis, outrigger 
canoes, machetes, masks, shark jaws 
and other collectanea from the south 
Pacific. 

The location of the site is an out- 
standing example of astute observa- 
tion. Prior to four years ago, the tide- 
water slough — upon which the hotel 
has since been built — was considered 
useless. Certainly no one can now dis- 
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pute the fact that the principle of 
“highest and best use’, was exploited 
to its utmost. 


Profile 


CAREB Regional Vice-President 


for Province of Manitoba. 





C. R. SIMONITE, F.R.1., A.A.C.1., M.A.1. 


Russ Simonite, who comes from Bri- 
tish stock, was born and reared in 
Winnipeg. Educated in Wesley College 
(now United College) he joined his 
father (1928) who had a successful real 
estate and insurance practice. When 
hostilities broke out he joined the 2nd 
Battalion Cameron Highlanders of Can- 
ada and was eventually discharged with 
the rank of Lieutenant. 

The firm of C. E. Simonite Ltd. is well- 
known in Manitoba having been engaged 
in many large-scale developments. The 
firm’s practice is diversified. Besides 
being active in residential sales, it 
also has a well-established commercial- 
industrial and property management 
department, which also includes apprai- 
sals. At present the appraisal depart- 
ment is kept busy handling a portion of 
the multi-million dollar Floodway control 
project. 

The firm is also actively involved in 
Winnipeg’s first ultra-luxurious The 
Edinburgh House; a 106-suite exclusive 
apartment building where rents start at 
$175 plus parking and rise to $800. 

Mr. Simonite says: “Although we will 
not be ready for occupancy until August, 
nevertheless over 50% of the units have 
been leased.” 

“Some of our tenants claim we are 
trying to outdo Toronto!” he remarked. 

In reviewing the firm’s diversification, 
Mr. Simonite modestly says: “We’re Jack 
of all Trades and Master of none.” In a 
more serious vein he admits, “there is 

Continued on page 14 








Town Shows How 


To Co-operate 
With Real Estate Broker 


Newmarket, Ontario, has a new 
200 acre industrial park, a unique 
“package plan’ proposal for lease 
or purchase of industrial buildings, 
and sites at attractive rates. Em- 
bodied in the program is the oppor- 
tunity for Ontario realtors to bene- 
fit from the promotion through an 
agreement for the payment of 
commissions on land and _ building 
transactions resulting from a _ real- 
tor’s client. 

Looking to the future, the Town 
of Newmarket annexed in 1960 
some 550 acres of adjoining Town- 
ship land to provide acreage for the 
balanced development of industrial- 
residential areas. The 200 acres in- 
cluded in the industrial park per- 
mitted economical extension of muni- 
cipal water and sewerage services 
and excellent connections to main 
highways. The Canadian National 
Railway’s main line bisects the park. 
The municipality acquired under the 
Industrial Sites Act an _ industrial 





SWELLED HAT 


Tom Spence of W. R. Case Real 
Estate, Aurora, Ontario has a 
satisfied demeanor as he watches 
76 glittering, newly-minted silver 
dollars pour into his hat. Mr. 
Spence was top co-op salesman for 
the first round in the York County 
Real Estate Board’s Co-op Sales 
Contest. Board President Warren 
Hulse is seen (right) executing 
the award. 

Picture was taken in the modern 
offices of W. R. Case. Note the 
inodernistic method of framing the 
York County and District Member- 
ship Certificate, shown on wall 
behind the two principals. 
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area of 29 acres, which has an 
approved plan. The adjoining sites 
are owned privately or by develop- 
ment companies and offer a complete 
selection in acreage for light or 
heavy manufacturing classifications. 


The Industrial Commission has 
arranged a working agreement with 
E. S. Martin Construction Ltd. 
for the provision of a “package 
plan” on land and buildings for 
manufacturing or warehousing or- 
yanizations, with a variety of lease 
or purchase contracts. The package 
developer will purchase the desired 
site, engineer and construct the 
required building, arrange the 
financing for lease contracts and pay 
the commission to the realtor. The 
commissions payable are based on 
5% of the total land and building 
costs on a purchase transaction or 
5% of the first year and 2% of the 
following years’ rental on _ lease 
contracts. 


WHAT'S NEW! 
Tenants of Bay Terrace co- 
op apartments in Bayside, 
Long Island now carry a tiny 
transistorised radio transmit- 
ter in their cars which acti- 
vates an automatic device to 
open and close garage doors. 
Device can be utilized within 
the car and is small enough 
to carry in a glove compart- 
ment. Tiny transmitter, called 
the “Genie TT-5” is made by 
the Alliance Manufacturing 
Company, Alliance, Ohio. 





Lease contracts on an _ excellent 
manufacturing building and a 
selected site, range from 49c per sq. 
ft. net on long term 25-year lease; 
54c per sq. ft. net on 20-year lease; 
60c per sq. ft. net on 15-year lease; 
66c per sq. ft. net on 10-year lease. 
Purchase price is $6.09 per sq. ft. in- 
cluding serviced land. All rates in- 
clude potential payment of commis- 
sions and are considered maximum. 
The site acreage package is flexible 
to permit a principal to acquire 
sufficient land to accommodate maxi- 
mum expansion of the company’s 
buildings and holdings in the future. 

Due to the size of the industrial 
park, it is planned that, wherever 
possible, sufficient acreage will be 
included in each transaction to per- 
mit a large expanse of open space, 
landscaping and _ screening. The 
terrain variations throughout the 
area will enable developments to be 
graded and terraced to permit a dis- 
tinctive appearance to the area and 
an individuality to the design and 
engineering of the various plants. 
Plans indicate that smaller units of 
5000-7500 sq. ft. plants will be 
grouped together in an area in 
which terrain and screening will 
enhance the various buildings, and 
avoid the “strawberry-box row” 
appearance of most small unit 
developments. 





GOLDEN LIMB 


It is debatable whether the intrinsic 
value of the 80-year old banyan tree 
(shown hoisted) is worth $11,000, but 
millionaire builder John MacArthur 
of Florida apparently thought so. He 
purchased the tree from the garden 
of an elderly housewife, because he 
felt its beauty and solidarity would 
enhance the entrance to his newly- 
incorporated Florida City. 


The story was picked up across the 
continuent including Life magazine 
which just goes to show $11,000 can 
be parlayed into a million dollars 
worth of free publicity. 


M 


t THREE-YEAR HOUSING STARTS COMPARISON TABLE 


1. 1958 1959 1960 Rate of 
: ee Starts with Other Total Starts with Othe Total a : 3 Growth 
be NHA Loans Starts Starts NHA coe Sts Starts NHA Loans — oes (Per Cent) 
‘s Metropolitan Areas 
1- Calgary 4,102 1,553 5,655 4,561 737 5,298 1,867 1,367 3,234 7.3 
5 Edmonton 4,433 1,372 5,805 2,936 1,068 4,004 1,119 1,061 2.180 16 
le Halifax 758 587 1,345 722 787 1,509 381 883 1.264 4.1 
° T Hamilton 2,579 1,513 4,092 1,974 1,810 3,784 738 1,944 2,682 3.7 
. London 1,715 829 2,544 1,156 1,300 2,456 710 1,130 1,840 3.6 
: Montreal 6,854 19,344 26,198 3,677 17,262 20,939 1.715 14,630 16.345 3.0 
a Ottawa-Hull 4,182 1,550 5,732 2,954 2,437 5,391 2.380 2,194 4,574 3.3 
be Quebec 1,274 1,093 2,367 1,124 1,156 2,280 932 1,204 2,136 2.4 
oi Saint John 258 103 361 217 112 329 217 244 461 1.8 
he St. John’s 175 328 503 149 122 271 42 122 164 2.9 

_ Toronto 16,557 7,744 24,301 9,777 8,997 18,774 6,162 8,018 14,180 3.9 

is- Vancouver 5,602 6,697 12,299 3,712 5,798 9,510 1,097 3,578 4,675 3.4 

. Victoria 758 750 1,508 537 712 1,249 256 709 965 2.9 

ts. Windsor 630 492 1,122 516 207 723 289 207 496 2.5 

- Winnipeg 3,196 1,226 4,422 2,632 2,700 5,332 1,140 2,665 3,805 2.9 

in Sub-total 53,073 45,181 98,254 36,644 45,205 81,849 19.045 39.956 59.001 3.6 
- ‘Major Urban Areas* 

_” Brantford 185 70 255 180 154 334 72 550 622 7.1 

nit Chicoutimi-Jonquiere 419 338 Te 555 231 786 284 148 432 2.4 

Ft. William-Pt. Arthur 697 426 1,123 366 488 854 175 249 424 3.2 

Guelph 420 134 554 336 97 433 146 215 361 4.3 

Kingston 475 147 622 344 159 503 138 234 372 7.7 

Kitchener 839 341 1,180 785 457 1,242 626 970 1,596 5.8 

: Moncton 380 28 408 427 137 564 177 105 282 5.6 

Niagara Falls 467 123 590 293 109 402 101 92 193 0.5 

‘ Oshawa 1,435 209 1,644 532 269 801 288 412 700 3.9 

Peterborough 472 81 553 371 67 438 256 214 470 Ek 

| Regina 833 323 1,156 820 754 1,574 581 403 984 4.6 

St. Catharines 524 264 788 624 280 904 149 228 377 0.8 

: Sarnia 385 244 629 505 279 784 261 27 532 4.6 

r Saskatoon 924 557 1,481 1,100 529 1,629 611 526 1,137 6.4 

Saulte Ste. Marie 374 337 711 616 301 917 271 311 582 2.8 

si Shawinigan Falls 63 217 280 58 188 246 59 118 177 1.2 

ree Sherbrooke 127 203 330 226 321 547 114 289 403 3.0 

put Sudbury 376 300 676 394 276 670 256 230 486 1.8 

~a Sydney 28 255 283 79 299 378 44 206 250 0.5 

len ) Timmins 28 29 57 9] 77 168 29 76 105 —0.1 

7 Trois-Riviéres 150 437 587 306 219 525 237 245 482 1.8 

rly- Sub-total 9,601 5,063 14,664 9,008 5,691 14,699 4,875 6,092 10,967 3.6 

All Centres 5,000 

the Population and over 69,332 52,363 121,695 50,603 55.388 105,991 26,241 50,446 76,687 2.2 

a ther Areas 10,982 31,955 42,937 11,222 24,132 35,354 6,470 25,701 32,171 = 

aid Total** 80,314 84,318 164,632 | 61,825 79,520 141,345 | 32,711 | 76,147 108,858 2.8 





* House-building activity in the fringe areas of Major Urban Centres 
is included even where these areas are outside centres of 5,000 
population and over. This activity is not included however, in the 
total for all centres of 5,000 population. Source: DBS and CMHC 


** Excludes Yukon and Northwest Territories, 








Letters To The Editor 


Dear Sir: 

I wrote the article for the March Realtor some time ago 
and since then have learned that the Alberta legislation 
which I cited wasn’t passed by the legislature. It seems 
that a new Bill is now being considered which would 
reallocate municipal and other real property assessment 
among the various municipalities at least in as far as the 
costs of education are concerned. 

Whether this new act will become law cannot, of course, 
be forecast, but certainly some plan has to be devised to 
modernize the archaic assessment and taxation procedures 
of Canadian municipalities, 

Sincerely 
James I. Stewart, 
Shortill & Hodgkins Limited, Toronto 


@ Mr. Stewart's article: ‘Proper Zoning a Must’ contained a 
paragraph which made reference to a plan whereby 
assessments of some 70 designated industrial firms would be 
taken over by the provincial government and the resultant 
revenues be distributed to the municipalities on the basis 
of 30% of the total to those communities in which the 
industries are located. The remaining 70% distributed on a 
per-capita basis to the communities where the workers reside. 
This, Mr. Stewart felt would relieve some of the financial 
ourden of the communities which were just ‘dormitories’. 


Dear Sir: 

I was interested in reading Mr. Richard A. Salomon’s 
article on shopping centres in your December issue of the 
Canadian Realtor. 

Would you please advise me where I can obtain the 
book he wrote on percentage leases? 


Yours very truly, 
E. J. Strowlger 
Real Estate Sales Dept. 
Montreal Trust Company. 


Mr. R. A. Salomon has been appointed Shopping 
= Centre Consultant for Webb & Knapp (Canada) Ltd 
Address your mail to that firm, Dominion Square Building, 
Montreal 1, P.Q. 


Dear Sir: 

There is a point I wish to inquire into regarding the 
Canadian Realtor. I am in my fourth year in business 
and, because I feel the need for the educational material 
you print, have developed a system where I tear out arti- 
cles and insert them into a classified file for easy refer- 
ence, 

Up until recently I noticed that you usually printed 
your articles so that this separation could be done without 
ruining articles printed on the reverse side. Lately I’ve 
noticed a deviation from this practice, which means that, 
in order to clip out an article to file under, say: Advertis- 
ing, or salesmanship, or appraising (I have 20 classifica- 
tions in all), I must ruin a good article printed on the 
other side of the sheet. 

Further, is there any way that we could receive the 
book with three holes already inserted in each page? 
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While I am on the subject, I saved a series on advertis- 
ing prepared by yourself, starting August, 1958 and end- 
ing six issues later, although the series were reported to 
be 10 installments. Is there any way I ean collect the re- 
maining five? I think this series was “terrifique”. 


sincerely, 
(Mrs.) E. Monrad 
G. H. Simpson, Realtor 
Niagara Falls, Ont. 


@ It was a coincidence only that educational articles were being 
separated, so that a clipping system — such as Mrs. Monrad 
envisioned — could be used. There are too many production 
problems in layout to make this a common practice, but we 
will keep it in mind. 

Point two: Our publication is presently being ‘saddle- 
stitched’, which is the most economical method available. To 
venture into a three-hole system would make our printing 
costs soar astronomically. It would be a good idea, if bud- 
gets permitted. 

Point three: The ten-part series on advertising, which was 
prepared by the editor, ground to a reluctant halt in April, 
1959. The amount of research needed to complete this 
series, was more than could be allowed We did have many 
queries about this discontinuance—some from the hierarchy 
in American educational circles — but in each case, could 
only promise that when the situation eased, the series would 
re-commence. 

At this time, about all we can promise is that a special 
edition of the Canadian Realtor will be published in Sep- 
tember of this year. The editorial format will be —— almost 
entirely — an examination of the advertising and promotion 
field in real estate. It should be a good issue. 

— the editor 


Dear Sir: 

I notice with interest your appeal for contributions to 
the “Canadian Realtor” and the encouragement offered for 
the use of “Letters to the Editor”. 

The third paragraph of the article makes reference to 
the “only true vehicle of organized real estate in the Eng- 
lish speaking countries of the world”. I would suggest that 
this claim is a little misleading since the “Estates Gazette” 
published in London, England, has been thriving since 
1858. 

Yours sincerely, 

B. J. Showell, F.A.1., F.R.1., M.A.I. 
British & Canadian & American 
Real Estate Consultants — Toronto. 


The Estates Gazette to which Mr. Showell refers is a news- 
paper incorporating property market review & Auction Chonicle; 
the Estates Journal and The Auctioneer 


— the editor 


Dear Sir: 

I am a member of the Preville Town Planning Com- 
mittee and was very interested to see, recently, a copy 
of your magazine for the month of March, 1961, dealing 
with the problems of industrial zoning in the community. 
I should greatly appreciate a copy of this issue of your 
magazine which I am sure would prove of great interest 
and assistance to fellow members of our committee at the 
present time. 

Yours very truly, 
J. D. Hearnshaw, 
Preville, Chambly, P.Q. 
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LETTERS TO EDITOR — Continued 
Dear Sir: 

I have heard that a first mortgage comes open for one 
day, every five years and on that day a mortgagor can 
pay off the principal, regardless whether it is a ‘closed’ 
mortgage. Is this true? 


Yours truly, 
R.S. — Willowdale, Ont. 


@ Under the Canada Mortgage Act, at the end of five years 
a first mortgage may be paid off providing the mortgagor is 
willing to pay the mortgagee a bonus of three month’s interest. 


Dear Sir: 

We have read with interest the article published in the 
February issue of the Canadian Realtor, under the head- 
ing: “How to Control Prospects Without Tears”. 

Could you give us any information as to where we might 
obtain the necessary forms for setting up this system? 
Any data you could give would be appreciated. 

Thanking you, we are, 


Yours very truly, 

E. Wallace, 

CLARKE & WALLACE REALTY LTD. 
Victoria, B.C. 


@ The Prospect forms as illustrated in Harold Hare’s article, 
were designed by himself. His printer is Copeland, Chatter- 
son Ltd., Railroad Street, Brampton, Ont. (ATT: Mr. Rayson) 

The Prospect Registry to which Mr. Hare referred costs 
$12 and can be obtained by writing A. Rowden King, 102 
Hilyer St., East Orange, New Jersey 


Dear Sir: 

I have been following your monthly issues for a con- 
siderable time now, and would like to congratulate you for 
many jobs done well. I have noticed several humorous 
passages in past issues and would hereby submit my own 
contributions: 

— Two green salesmen had shown a prospect through 

an apartment block and were secretly hoping for a deal. 
The would-be buyer complained about the high asking 
price whereupon one of the greenhorns blurted out: “Well 
dont’ forget there is a high commission too!” 

— The same two salesmen were asked by a buyer to 

take an offer on a certain revenue home. Being a con- 
formist the buyer thought the price was too high. 

“Of course,” replied one of the bright boys, “the owner 
will come down. After all it is imitation brick siding and 
who knows what the condition is underneath. You see, its 
very hard to get that type of house re-sold.” 

— A salesman finally received an offer on a certain 

property after assuring the client that he, the agent, 
would provide the $600 needed for a down payment. The 
salesman rushed to the vendor who seemed pleased with 
the offer except for one thing. He thought that the down 
payment was rather low. The over-anxious agent sym- 
pathized with the vendor by saying: “Worst of all, I 
loaned him the down payment.” 

In closing, I hope that you will keep up the good work 
as in the past! 

Yours truly, 
George Lenz, 
352 Aldine St., 
Winnipeg 12, Man. 
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SOLD... 


to that man two 
provinces removed ! 





If you have listings such as a motel. . . hotel 
.. . large estate . . . industrial park... ranch 
. . » Summer resort, or any other type of 
property which will interest buyers from other 
provinces—then use our semi-display section. 
Over 12,000 CCAB circulation puts your 
listing in front of Realtors right across Can- 
ada. Tap this market for $5! 


SEMI-DISPLAY RATES 
$5.00 per col. in. 


(FOR REALTORS ONLY) 


Send to below address for type-size card or 
consult May Realtor page 22. 


CANADIAN REALTOR 
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PACKAGE DEAL 


A Cincinnati corporation has come up with a sensible 
idea to defeat rising vacancies in the firm’s apartment 
buildings. The Kanter Corporation, which is an integrated 
$35 million company in the mortgage banking — building 
supply — home and apartment construction and land de- 
veloping business has introduced a “profit sharing” concept 
designed to increase company-owned apartment rentals by 
giving tenants $10 per month off rents. 


Under the Kanter Home Equity Plan, apartment owners 
sign to purchase a home in another Kanter development: 
Forest Park. Each month that the apartment dweller 
remains in his apartment, (In Stratford Manor or Canter- 
bury Gardens — also in Cincinnati), he “saves” $10. The 
total monies “Banked” for him become part or all of a 
downpayment when he is ready to move into his own 
(Kanter-built) home. 


Joseph Kanter, president of the corporation claims that 
rentals are up more than 60% since the five-week initial 
promotion period commenced. He also said that “overflow” 
interest which they didn’t expect when they commenced 
to promote their equity plan, also sold them a few housing 
units sans the apartment part of the deal. 


s 


STRATFORD MANOR 


CANTERBURY GARDENS 





Canadian builders and apartment owners could be 
brought together by an enterprising Realtor, for surely 
this plan should work equally well between two hitherto 
unknown, (to each other) principals each of whom may 
now be experiencing difficulty in moving either their new 
units or renting their apartments. 





PROFILE — from page 9 


one thing about the real estate business: 
it never becomes monotonous!” 


Mr. Simonite followed his father’s foot- 
steps in attaining office in organized real 
estate. His father was president of the 
Winnipeg board in 1917 and Russ took 
office as president for two terms in 
1955-56. 

He is currently vice-president of the 
Appraisal Institute of Canada, and vice- 
president of the Manitoba Association of 
Real Estate Boards. These duties 
besides being regional vice-president of 
CAR.E.B. — 

In 1954,-he wrote and successfully 
passed his examinations and became 
an accredited appraiser, obtaining his 
degrees A.A.C.I. and M.A.I. from both 
the Canadian and American Appraisal 
Institutes. He is also a Charter member 
of the Canadian Institute of Realtors. 

His club affiliations include: Manitoba 
Club; Winnipeg Winter Club; Manitoba 
Yacht Club and Kiwanis Club besides 
being a member of the Governing Coun- 
cil of Commerce and Advisory Board of 
the Salvation Army. 

He has four children (including one 
set of twins) and three grandchildren. 


Mr. and Mrs. Simonite left for Eng- 
land and the continent on a combined 
business and pleasure trip, towards the 
end of April and lasting for nearly a 
month. He said that, “unfortunately, we 
had to get back to the grind otherwise 
we would have stayed for the Interna- 
tional Real Estate Federation convention 
being held in Paris this coming June.” 
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Apartment Building Vacancy 
Will Climb In ‘61 — TRENDS 


The ratio of unoccupied apartments 
in Greater Vancouver during 1961 
climbed to 5.1% from 3.6% in 1960 
according to the Apartment Occu- 
pancy Survey published in the third 
annual edition of “Real Estate and 
Business Trends in Greater Van- 
couver and British Columbia”. 

The volume, published annually by 
the Statistical and Survey Committee 
of the Vancouver Real Estate Board, 
contains facts on almost every aspect 
of real estate and business activity in 
the city and province. 

Other aspects of the apartment 
occupancy survey, conducted for the 
committee by Watts Marketing Re- 
search Ltd., show that only North 
Vancouver District, Marpole and 
Kerrisdale areas showed increased 
During the same 
period the number of suites licensed 
in Greater Vancouver increased by 


occupancy rates. 


207 


3%. Highest vacancy level reported 
was in New Westminster where 
11.1% were reported vacant. Five 
per cent is generally accepted as a 
normal vacancy rate for apartments. 
Burnaby also showed a high rate 
of empty suites at 8.5%, however the 
number of suites reported increased 
from 1,039 to 1,809, roughly 70%. 
Lowest percentages of unoccupied 
suites were recorded in Kerrisdale at 


2.6%, Fairview at 3.8% and the West 
End at 4.0%. Number of suites in 
these areas was fairly static during 
the year. 

Residential land values show an 
upward trend in some areas while 
others have remained relatively static. 
Lots in Surrey municipality increased 
quite generally with prices advanc- 
ing in selected areas in other muni- 
cipalities, notably on the North shore. 

Resale prices of homes in various 
districts and municipalities showed a 
spotty trend with a majority of those 
reviewed remaining the same or 
increasing. Where decreases were 
registered, they ranged from three to 
five per cent. 

Copies of “Trends” are available 
from the Vancouver Real Estate 
Board, 1101 West Broadway, Van- 
couver, B.C, at five dollars, plus tax, 
for one copy; four dollars for extra 
copies ordered at the same time. 





@ “Selling houses isn’t like selling 
apples. Real estate firms must let the 
public know they are professionally- 


minded.” 


—Fred Bashaw quote at Manitoba 


R.E.A. Convention, November, 
1959. 
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Here is your chance to have a real 
annual holiday this coming Septem- 
ber, and, at the same time, attend a 
convention in breath-taking surround- 
ings. 

Banff Springs Hotel, which nestles 
in the Bow River Valley between 
Sulphur Mountain, Mount Rundle and 
Mount Norquay, provides an exhilar- 
ating atmosphere which will brush 
away jagged city nerves within hours. 

Its easy to get to Banff, the site of 
the C.A.R.E.B. annual convention. 
You can take your plane to Calgary 
then hop aboard a bus for a fast 
80-mile journey through the foothills 
to Banff, or, arrive right at the door, 
by taking the C.P.R. Those motoring 
from either the west coast, prairies or 
beyond, are in for a delightful trip. 
First-time visitors will find this an 
extremely good way to see Western 
Canada. Don’t push it if you are 
driving more than 1,000 miles. There 
is too much to see and absorb. Plan 
to spend a few days on the road 
before your convention date Septem- 
ber Fourth (Labour Day). 

The theme for this year’s conven- 
tion is ‘Relax and Learn’. No better 
phrase could possibly be found which 
explains the Banff locale. It will be 
business with pleasure! 

We should bring your attention to 
the fact that the ‘no Vacancy’ sign is 
mut at Banff Springs Hotel, up to the 
Labour Day holiday. 


Many Realtors Have 
Already Caught Spirit — 
Registered For Convention 


REGISTRATIONS ARE STARTING TO POUR IN AT HEADQUARTERS 


We mention this in case some of 
our readers may wish to have a pre- 
convention holiday at Banff. There is 
a big convention staged for Banff 
Springs Hotel the last week prior to 
Labour Day which means that no 
accommodation is available. On the 
ther hand, if you wish to take a 
post-convention holiday there, you 
should experience no difficulty in 
arranging accommodations. 








V Exrkilarating atmosphere 
V Plenty of exettement 

V Loaded agenda 

V Fatendly camaraderte 

V Daleet muste 

V Delightful entertatnment 


A PERFECT HOLIDAY! 








Those taking the trip by air, using 
Toronto as the eastern terminal will 
find three flights interspersed over 
the day: Flight No. 55 is the Viscount 
all-economy fare leaving Toronto at 
7.30 a.m., arriving Calgary at 1.40 
p.m. cost: $158 return. This is the 
slow flight. 

The DC8 jet-liner flight No. 803 
leaves Toronto at 9.385 a.m. and 
arrives non-stop at Calgary at 10.25 
a.m. This flight has two classes of 
fares, economy and first class. 
Economy is $158 return and first class 
is $236. 

For those who require an evening 
takeoff, No. 505, a Vanguard, leaves 
Toronto at 6.35 p.m. and arrives in 
Calgary at 10 p.m. This flight also 
has two classes with rates similar to 
flight No. 803 shown above. 


The crack C.P.R. train, the Cana- 
dian takes you right to Banff for 
$157.35 return plus sleeping quarters: 
$26.25 for roomette (single) one way, 
or $42.20 for double bedroom (one 
way). 

In order to arrive in Banff at 3.55 
p.m. Monday, September 4th, you 
would leave Toronto at 5 p.m. stan- 
dard time (6 p.m. E.D.T.) Saturday, 
September 2nd. 


Please plan to attend this conven- 
tion. Arrange for your baby sitter or 
bring the family! Have fun... in the 
mountains! 


C.A.R.E.B.’s 18th ANNUAL CONVENTION — SEPTEMBER 4th - 8th 
BANFF SPRINGS HOTEL — BANFF, ALBERTA | 
| 
| 


To: Mr. H. W. Follows, 


Canadian Association Of Real Estate Boards, 


109 Merton St., Toronto 7, Ontario 


| plan to attend the 1961 Convention in Banff, and enclose my cheque for $ 


| 

CLIP | 

AND 
MAIL | 
ne al 


to cover the registration 


fee. It is understood that in the event | am unable to attend, my registration fee will be refunded, providing | advise you 


before August 10th, 1961. 
NAME 
ADDRESS 


| am a member of the 


Status 


City 


Broker, Salesman or Guest 


Board. 


Below | have indicated exactly how | wish my name to appear on my identification badge. 


My name 


MAKE CHEQUES PAYABLE TO THE CANADIAN ASSOCIATION OF REAL ESTATE BOARDS. 


CANADIAN REALTOR — JUNE, 1961 


Wife’s name 
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MORTGAGES — 
Continued from page 4 

c. Amendments invest- 
ments under the “Basket Clause”, 


covering 


i.e., in companies or assets which do 
not qualify under the Insurance 
Acts — is increased to 5% from 3% 
of total assets. 


* * * 


These foregoing amendments will 
give an added boost to the merchan- 
dising of real estate in Canada. But, 
one thing must always be retained: 
disregarding legislation 
there are just so many dollars avail- 
able in our country for real estate in- 
vestment; and from time to time the 
fountain has a habit of running dry. 


privileges, 


One additional tip I would like to 
inject for your use is: when arrang- 
ing financing or perhaps refinancing 
to complete a potential sale, why not 
see whether the present 
will increase the present loan. If not, 
will he accept repayment, and, if so, 
will there be a bonus assessed? 


mortgagee 


Far too frequently, the mortgagee 
is suddenly advised that his loan is to 
be paid off, and, far too often the 
mortgagee has refused 
thereby causing not only a bad feel- 
ing, but embarrassment to all concern- 
ed. 

It actually pays, in many instances 
to approach the 
whether an increase can be obtained, 
because it usually costs the purchaser 
less money to increase than to place 
another new loan. 


repayment 


mortgagee to see 





Commencing Next Month! 


A 2-part article which further explores 
the mortgage field. 

This enlightening series is authored by 
T. S. Ripley of Montreal Trust, a leading 
authority in mortgage financing. 


SALES SENSE — 

Continued from page 5 

radio and T.V. commercials; self- 
serve stores and, automatic vending 
machines. 

Because of this personal contact, a 
salesman should remember that physi- 
cal appearance can be a criterion of 
success: hair cut, immaculate linen, 
shined shoes and teeth that will not 
spoil a smile, This personal concern 
with bodily cleanliness is needed to 
help us make a good impression. 


7 . * 


Sincerity is a key factor in sales 
presentations. It is difficult for a 
prospect to communicate with you if 
you lack this important quality. Show 
him that you are genuinely interested 
in him. As an example, sometimes 
there are articles in a person’s home 
which he or she prizes. It takes little 
detecting to spot these: the knick- 
knacks mother places on the television, 
piano or mantel. Mention these things 
and allow her to talk of them. Women 
are more prone to emotion than men 
and will be more apt to respond to 
those they like. I can remember get- 
ting a listing from a woman who 
wrote poetry. I got the listing only 
after listening to some 38 poems! 

If we are to handle prospects intel- 
ligently —that is, persuade them to 
our way of thinking—we need to 
avoid arguments by turning them into 
discussions. The best way to avoid an 
argument is to be willing to look at 
the problem from your _ prospect’s 
point of view. A sage once observed: 
“There are three sides to every story, 
my side, your side and the right side”. 

* * * 

Expression is an important factor 
in a sales presentation. The more 
articulate you are the easier you find 
it to formulate a sales presentation. 


REGISTRATION 


FULL REGISTRATION — Brokers, Salesmen and Salesladies 


—Wives of Brokers and Salesmen 


Some men keep a notebook with them. 
Every time they hear a new word 
they write it down and look it up that 
night. It is a good way to build up 
a working vocabulary. I’m not sug- 
gesting that our conversation should 
be away above those with whom we 
are conversing, but we should be at 
least on par. The art of speaking with 
an extensive vocabulary can be used 
to good advantage, for it will stimu- 
late interest in your prospect. How- 
ever, we must watch the words we 
use. We must use positive words, 
never negative: “Please approve this 
offer” is more positive, more directive 
than “Won’t you sign?” or, “If you 


sign. 
. - a 


A real estate salesman must be a 
creative salesman. Although there is 
no substitute for making calls, it is 
how you make them that counts. 
Enthusiasm is a most indispensable 
aid in selling but it isn’t enough. 
Creative selling is closing a deal 
where there didn’t seem to be one. 
Every salesman should have the feel- 
ing that the job he is doing is worth 
while. He should be desirous of mak- 
ing the most of his God Given 
Resources! 





HOW OBSERVANT ARE YOU 


How many humans did you 
observe in the cover photo of 
this issue? One? ...two?... 
three? ... 





@ Nobody can think straight who does 
not work. Idleness warps the mind. 
Thinking without constructive action 
warps the mind. 

—Henry Ford. 


$40.00 


$25.00 


Above includes all Business Sessions, Receptions and Entertainment. 


DAILY REGISTRATION 


$20.00 


Includes all Business Sessions, Luncheon, Dinner, Reception and Entertainment for specified day. 


Please reserve accommodation checked (\’) below: 


Arrival Date 


HOTEL ACCOMMODATION 


a.m. 


Time p.m. Departure Date 


Suites—2 bedrooms and parlour 


BANFF SPRINGS HOTEL _] $17.00 per person (two in a room) daily including meals parlours are $35 and $30 
Rates as quoted herein O $16.50 per person (three in a room) deily including meals Suit ee oe slates 
include all meals! (] $15.50 per person (four in a room) daily including meals porlours are $30 and $25 


() $15.00 per person (five in a room) daily including meals 


additional daily 
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bur 


PROGRAM 


C.A.R.E.B. 18th ANNUAL CONVENTION 


SEPT. 4th-8th 1961 


MONDAY, SEPTEMBER 4, 1961 
BANFF SPRINGS HOTEL — 
ALL SESSIONS 


A.M. 

9.00 Registration Desk Opens — 
Garden Lounge (Main Floor) 

9.00 C.A.R.E.B. Directors’ Meeting 

10.00 Board Secretaries Council 

P.M. 

2.00 First Bus Tour 

5.00 Installation of President Herbert 
R. Fullerton as ‘’Chief’’ of Sarcee 
Tribe at Sports Field 

9.00 Reception and Entertainment 


TUESDAY, SEPTEMBER 5, 1961 


A.M. 
8.00 Registration Desk Opens — 
Garden Lounge (Main Floor) 


9.00 Business Session — Ballroom 
(First Floor) 
Chairman — L. K. Johnson, 
President of Manitoba Associa- 
tion 


Speaker — P. D. P. Holmes 
Topic — T.B.A. 
10.00 Opening Session — Ballroom 
Music — Highland Laddies Pipe 
Band 
10.20 Call to Order — A. T. Larson, 
Convention Chairman 
Invocation — Reverend George 
Hollywood 
Official Greetings — 
Herbert R. Fullerton, F.R.I., 
President of C.A.R.E.B.; Roy 
G. Wilson, A.R.I., President, 
Calgary Board; D. R. Coombs, 
Superintendent, Banff National 
Park 
11.00 President’s Address — Ballroom 
Chairman — F. M. Philps, Presi- 
dent, B.C. Association 
Speaker — Herbert R. Fullerton, 
F.R.1., President of C.A.R.E.B. 


P.M. 

12.15 Luncheon — Fairholme Dining 
Room (Main Floor) 
Chairman — Bert Katz, F.R.I., 


Vice-President of C.A.R.E.B. 
Speaker — O. G. (Bill) Powell, 
President of N.A.R.E.B. 
Topic — T.B.A. 
2.15 Business Session — Ballroom 
Chairman — M. G. Klinkhamer, 
Chairman of Licence Law 
Committee 
Speaker — Col. Donald McClure, 
President of N.A.L.L.O. 
Topic — ‘The Road to Pro- 
fessionalism”’ 
3.15 Business Session — 
Session No. 1 — Licence Law 
Panel 
3.15 Business Session — 
Session No. 2 — “’Listings—The 
Backbone of Any Real Estate 


Business’ — Ballroom 

Chairman — R. L. Cawsey, 
President, Saskatchewan As- 
sociation 

Moderator — D. P. Woodley, 
F.R.I., Regional Vice-Presi- 
dent, Sask. 

Panel Members — Four to be 


named later by D. P. Woodley 
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3.15 Business Session — The Ap- 
praisal Institute of Canada 
Session No. 3 — ‘‘What Does 

An Appraiser Do’’ 

Chairman — Howard Hamilton, 
President, Appraisal Institute 
of Canada 

6.00 Reception — Riverview Lounge 

7.00 Dinner — Fairholme Dining Room 


Chairman — Herbert R. Fuller- 
ton, F.R.|., President of 
C.A.R.E.B. 


Speaker — T.B.A. 
Topic — T.B.A. 


9.30- 
11.00 Dancing — Ballroom 
WED., SEPTEMBER 6, 1961 
A.M. 


8.30 Registration Desk Opens — 
Garden Lounge (Main Floor) 
8.30- Business Session — Ballroom 
10.15 Chairman — T.B.A. 
Speaker — Jack Justice 
Topic — ‘‘Bread & Butter Know- 
ledge in Real Estate’ 
10.15 Coffee Break 
10.30 Business Session — Ballroom 
Mortgage Panel 
Chairman — T.B.A. 
Moderator — T.B.A. 
Panel Members — T.B.A. 
P.M. 


12.15 Luncheon — (Includes Ladies) 
Fairholme Dining Room 
Chairman — Gordon McAfee, 

President, Alberta Association 
Speaker — The Honourable 

Ernest C. Manning, Premier 

of the Province of Alberta 
Topic — T.B.A. 

2.15 Business Session — Ballroom 
“Rodeo Champions” 

“Pressing Problems of Today’’ 
Chairman — Darroll Tarves 
Personnel — J. T. Rich, C. 
Roberts, A. Klaasen 
2.15 Business Session — Rural Real- 


tors Panel 
Chairman—C. R. Purcell, A.F.M. 
Personnel Topics 


G. Hay, Kamloops, B.C. — List- 
ing Ranch & Timberlands 
P. Starr, Orangeville, Ont.—Sell- 
ing Rural & Suburban Prop- 
erties 
D. Merrill, Lethbridge, Alta. — 
Valuation of Stock & Grain 
Farms 
R. Desmarais, Montreal, P.Q. — 
Exchanging Country & City 
Properties 
G. D. Page, Moncton, N.B. — 
Redeveloping Urban & Garden 
Lands 
M. G. Klinkhamer, Cranbrook, 
B.C. — The Rural Realtors 
Licence & Ethics 
2.15 Canadian Institute of Realtors 
Annual Meeting 
Chairman — B. E. Willoughby, 
F.R.I. 
3.45 Coffee Break 
4.00 Business Session — Ballroom 
Chairman — Arnold Burn, F.R.1. 
Speaker — Professor Philip H. 
White, University of B.C. 


6.00 
7.00 


Topic — ‘Real Estate Educa- 
tion in Canada’’ 

Reception — Riverview Lounge 

Dinner — _ (Fun Night — 


C.A.R.E.B. Cabaret) Fairholme 

Dining Room 

Chairman—R. G. Wilson, A.R.|., 
President, Calgary Board. Din- 
ner, Dancing & Entertainment 


THURSDAY, SEPTEMBER 7, 1961 


A.M. 
8.30 


8.30 
10.30 


8.30 


10.30 
10.45 


P.M. 
12.15 


at5 
5.30 


2.15 


6.00 
7.00 


Registration Desk Opens — 
Garden Lounge (Main Floor) 
Business Session 
Industrial — Commercial — In- 
vestment 
Chairman — H. P. Langer 
Panel — T.B.A. 
Round Tables 
Session No. 1 
Chairman — E. H. Jackson, Past 
Regional Vice-President for 
Alta. 
Subject 
a. Rural Realtor 
b. Realistic Commission Schedule 
for the ‘60's 
c. How Not to Finance 
d. Business Building Ideas 
Round Tables 
Session No. 2 
Subject 
Property Management 
Syndicating Real Estate 
Ownership 
c. Trades & Exchanges 
d. Controlling Office Overhead 
Coffee Break 
Business Session — Ballroom 
Chairman — Herbert R. Fuller- 
ton, F.R.I., President of 
C.A.R.E.B. 
1. Executive Secretary’s Report 
— H. W. Follows 
2. Resolutions — J. S. Steven- 
son, F.R.lI. 
3. Amendments to the Consti- 
tution & By-Laws of 


go 


C.A.R.E.B. — William 
Bailey 

4. Election of Officers — J. A. 
Lowden, F.R.|I. 

Luncheon — Fairholme Dining 


Room 

Chairman — B. E. Willoughby, 
F.R.1., President of C.I.R. 

Presentation of Certificates to 
C.1.R. Graduates 


Business Session — Ballroom 
Industrial — Commercial — In- 
vestment 


Chairman — H. P. Langer 
Panel — T.B.A. 

Board Presidents and Directors’ 
Conference 

Chairman — S. L. Melton, F.R.1. 


Reception — Riverview Lounge 
Final Banquet — Fairholme Din- 
ing Room 
Chairman — Herbert R. Fuller- 
ton, F.R.|., President of 
C.A.R.E.B. 
Introduction of Officers 
Speaker — President Elect 
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Association of 


Boards 


OFFICERS-ELECT 


©) The KEY TO EARNING 
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Newly-elected officers of the B.C. As- 
sociation of Real Estate Boards are, left 
to right, standing, Directors Harold Chiv- 
V. Owens, Burnaby 
William Colquhoun of Kamloops; Wil- 


ers, Vancouver; J. 


liam Hyndman of Cloverdale; T. C. Lam- 
bert of Nelson, and R. E. Slinger of West 


Vancouver 


Incoming Slate 


Phillip D. P. Holmes of Victoria has 
been selected to be President of the 
B.C. Association of Real Estate 
Boards at the Association’s annual 
convention in Nanaimo. He succeeds 
Fred M. Philps of New Westminster. 

Elected as First Vice-President was 
Lynn K. Sulley of White Rock. Lorrie 
Kirk of Victoria was elected Second 
Vice-President. Directors elected for 
a two year term at this year’s con- 
vention were: J. S. Wood of Van- 
couver; J. V. Owens of Burnaby; Wil- 
liam Hyndman of Cloverdale; John 
Harvey of Quesnel and R. H. Wilson 
of Kelowna. William Colquhoun of 
Kamloops was elected as a Director 
for a one year term. 

Other Directors of the Association 
elected last year for a two-year term 
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Seated are R. H. Wilson of Kelowna, 
Director; Past-President Fred M. Philps of 
New Westminster; President P. D. P. 
Holmes of Victoria, First Vice-President 
Lynn K. Sulley of White Rock and Sec- 
ond Vice-President Lorrie Kirk of Vic- 
toria. Not present when photo was taken 
were Directors John Harvey of Quesnel 
and J. S. Wood of Vancouver 


and remaining on the executive for 
the coming year are, Harold Chivers 
of Vancouver; R. E. Slinger of West 
Vancouver; T. C. Lambert of Nelson 
and R. C. Dickie of Duncan. 


Nomination 


Mr. Philps, retiring President of 
the B.C. Association was nominated 
by the Convention as B.C. Regional 
Vice-President of the Canadian Asso- 
ciation of Real Estate Boards for the 
1961-1962 term. 


Convention Site 


At the invitation of the Vancouver 
Real Estate Board the 1962 conven- 
tion of the B.C. Association of Real 
Estate Boards will be held in that 
city. 





President: 
Fred M. Philps, New Westminster. 


Vice-President: 
Charles Brown, Vancouver; P. D. P. Holmes, 
Victoria. 


Past President: 
Mladen G. Zorkin, Nanaimo. 


Directors: 

Harold Chivers, Vancouver; R. E. Slinger, West 
Vancouver; Lynn K. Sulley, Surrey; Ronald E. 
Dickie, Duncan; Thomas C. Lambert, Nelson; 
F. B. Urquhart, Vancouver; W. Hyndman, 
Cloverdale; L. E. Kirk, Victoria; Syd Hodge, 
Penticton; John Harvey, Quesnel. 


Shopping Centres 


Robert Gans, C.P.M., of Seattle, 
told delegates attending the annual 
convention of the B.C. Association of 
Real Estate Boards in Nanaimo that 
25 per cent of the retail sales in 
America are now being done through 
shopping centres, 

Gans, speaking on the exciting chal- 
lenge of shopping centre development, 
stated that this would possibly double, 
to fifty per cent, over the next ten or 
twelve years. He noted that this 
growth of shopping centres has taken 
only ten or twelve years since the first 
centres built; and that new 
forms of shopping centres were con- 
stantly developing. Gans forecast a 
trend towards more compact shopping 
centres of the covered mall type and 
with multiple-level parking as against 
the present “sprawl” type of centre. 


KELOWNA 


Mladen Zorkin, C.A.R.E.B.’s region- 
al vice-president for B.C. will attend 
a June meeting of the Okanagan 
Mainline Real Estate Board which in- 
cludes Kamloops, Vernon, Kelowna, 
Penticton and their satellite com- 
munities. The meeting will be held in 
the Kelowna Aquatic Club, June 21st. 


were 


This visit to the Okanagan Main- 
line Board is the last section to be 
covered by Mr. Zorkin. He previously 
visited the Cariboo Real Estate Board 


which includes Prince George and 
Quesnel; and the Kootenay Board 
which covers Cranbrook, Creston, 


Nelson and Trail. 


Blane, Fullerton 
& White 


LIMITED 
Realtors, Financial Agents 


Insurance Managers 
Business established 1926 


517 Hamilton St., Vancouver B.C. 


» 
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“Down the hatch” sets the style for convention-goers at the Salmon barbecue at 
Yellow Point Lodge on Friday evening during the B.C.A.R.E.B. Convention. Here 
one of the numerous good-spirited hostesses at Yellow Point shows a group of 
delegates how to get the most out of the fresh grilled oysters which were another 
epicurean delight of the evening. Indoors a tempting array of cheeses drew equal 


appreciation from the hungry Realtors. 





Mr. and Mrs. J. J. Hodgekinson of 
Dawson Creek achieved the distinction 
of being the delegates who travelled 
furthest to attend the fifth annual con- 
vention of the B.C. Association of Real 
Estate Boards at Nanaimo, May 5 and 6. 
Mrs. Hodgekinson was later presented 
with a cup and saucer by the convention 
committee as a souvenir of their trip. 





Motivations that Sell Real Estate was 
the topic of R. W. Lennington, President 
of the Seattle Board. Harold Chivers 
(right) was chairman of the panel. 


CANADIAN REALTOR — JUNE, 1961 


PHOTO RECORD 
OF THE B.C. 


CONVENTION 





Fred M. Philps (right) holds an engraved 
silver tray presented to him by Lynn 
K. Sully of White Rock on behalf of the 
B.C. Association of Real Estate Boards 
in appreciation of Mr. Philp’s efforts on 
behalf of that organization as President 
during the past year. The signatures of 
all the executives of B.C.A.R.E.B., who 
served with Mr. Philps are engraved on 
the tray. 








Winding up the two-day B.C. conven- 
tion was a panel comprising four U.S 
Realtors who spoke at the convention, 


banned 


and two special guests. Pictured left to 
right are Dana Brown of Picture Florr 
Plans Inc., Seattle; Dr. T. C. Cosgrove, 
an international financier and economist; 
Richard Lennington of West & Wheeler 
Associates, Inc., Seattle, President of the 
S.R.E.B.; Frank McBride, Jr. (speaking), 
of Sacramento, shopping centre specialist; 
Robert Gans, C.P.M. of Seattle and Na- 
naimo barrister and solicitor, Ronald F. 
Maclsaac. 





Enjoying a few moments quiet during 
a tea, fashion show and parade of hair 
styling which was one of the highlights 
of the ladies programme at the fifth 
annual B.C. convention were — (left to 
right) Mrs. Fred Philps of New West- 
minster, wife of B.C. President Fred 
Philps; C.A.R.E.B.’s first lady, Mrs. Her- 
bert R. Fullerton of Vancouver and the 
lady who arranged the best ladies’ con- 
vention programme the B.C. Association 
has enjoyed to date, Mrs. Min Facer of 
Nanaimo, convenor of the ladies con- 
vention committee. 


q 


op pier 





Alfred Penny, A.A.C.1., M.A.I., speak- 
ing, and Allen Keenlyside, A.A.C.1., M.- 
A.l., P.A.G., left, co-owners of the ap- 
praisal firm Penny & Keenlyside, Vancou- 
ver, addressed the B.C. Realtors on 


“‘More Sales Through Better Valuations”. 
Session, chaired by B.C.A.R.E.B. Director 
Bill Hyndman of Cloverdale (right) was 
one of the best attended during the con- 
vention. 
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Calgary Board Gears 
For September Convention 


The Calgary Real Estate Board, 
which is the host board for the 18th 
Annual CAREB Conference being 
held in nearby Banff, Alberta, has set 
up a total of 16 committees to route 
the various duties inherent in pre- 
convention programming. 

Committees and chairman are as 
follows: 

Convention Chairman — Al Larson 
Convention Elmer 

Sanders 
Program Chairman — Pete Lyle 
Registration and Reservation—Frank 

Butler 


Manitoba Officers 


Officers-elect for the Manitoba Real 
Estate Association are: President 
L. K. Johnson, Winnipeg; 1st Vice- 
President A. Robertson, Brandon and 
2nd Vice-President C. R. Simonite, 
Winnipeg. As Directors: W. Green- 
halgh, Neepawa; N. Tilley, Portage 
la Prairie; W. Taylor, Swan River; 
J. M. Barber, Winnipeg and R. Lane, 
Winnipeg. J. M. Barber is immediate 
past-president. 

Herbert R. Fullerton, President of 
C.A.R.E.B. atended the annual meet- 
ing at which Hugh Shortill of Tor- 
onto conducted a one-day salesorama. 


Co-ordinator — 


House — Larry Irvine 

Head Table — Jack Leslie 

Sergeant-At-Arms — Doug Hawkes 

Entertainment — Roy Wilson 

Reception — Howard Church 

Ladies — Mrs. Ken Lyle 

Transportation — Frank Evans 

Publicity — Darrol Tarves 

Fi r Sanders 

Display — Howard Kent 

Distinguished Guests — Arnold Burn, 
Ken Lyle 

Attendance — C. Ankerman 

Round Table — E. Jackson 


St. John Gives 
Life Membership 


The Greater St. John Real Estate 
Board of New Brunswick announces 
its 1961 slate of officers. They are: 
For President, Murray Neustadter; 
for Vice-President, L. N. Meir and 
Secretary-Treasurer Harold Cough- 
lan. Directors are: Paul Sherwood, 
S. Jamieson and J. A. Robar. Miss 
Rosemary Trainor is secretary of the 
board. 

At the same meeting William E. 
Anderson was given an honorary life 
membership in the board. 








“WE NEED BIGGER ADS!” 


Harvey Keith, a Toronto Realtor recently gave an address to members of the 
Hamilton Real Estate Board. Part of his talk covered phone calls. He accentuated 
the small details, when handling calls from Ads, were most important. 


He gave as an illustration, the following: 


“Recently we went into the desk drawer of a negative salesman — one of those chaps 
who always complains —“There’s no calls, we need bigger ads.” (He isn’t with us 
any more.) We picked ten names out of his desk and gave them to a new salesman. 
The new man sold a house from them in his first week, and he listed another house 
and is still working on three others from the ten calls that our friend, the negative 


salesman, had discarded as no good.” 
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Sage Advice 


e An 1860 client of Lincoln’s had come 
into possession of some real estate in 
satisfaction of a judgement and asked 
the future president’s law firm to 
take care of it. Lincoln replied: ‘’As 
to the real estate, we cannot attend 
to it; we are not real estate agents, 
we are lawyers. We recommend that 
you give the charge of it to Mr. 
Isaac S. Britton, a trustworthy man, 
and one whom the Lord made on 


“ 


purpose for such business. 
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NASHVILLE, TENNESSEE has commenced a multi-million dollar 
trated above. 





re-vitalization programme the first phase of which is illus- 


Pictures show what conscientious urban re-development planning can do. (Photos were loaned by Tennessee 


Title Company of Nashville, acting as agents for Lawyers Title Insurance Corporation of Richmond, Virginia 
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A member of the Calgary Board which is hosting this 
year’s CAREB convention in Banff, September, 4th to 8th, 
requests that all readers be made aware of the fine recrea- 
tional facilities available at the site. 
convention co-ordinator chairman, claims that plenty of 
golf equipment or fishing tackle can be rented right in 
Banff. This will save excessive baggage costs for those 








SPORTS UNLIMITED 


travelling by plane. 
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C. Elmer Sanders, 
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B.C. HOUSE SELLS FAST! 


In the Westminster County Crier —a board publication of 
the Westminster County Real Estate Board — publicity was 
given to a listing which had seven offers and a sale in one day! 
The home was listed on MLS at $13,500 with $1000 down 
and the sale was made at this price. The Crier goes on to 
quote figures released by the University of California which 
claim that salesmen who consistently list properties at not 
over 5°@ above marker value earn approximately $28.50 per 
working hour. If they list consistently over 10°% above 
market value their earning rate drops to $1.85 per working 
hour. 


BLUNDER COSTS SALE 


The Ottawa board’s Newsletter reports a blunder which 
cost a sale and gave two firms (Listing and selling 
brokers) some bad publicity. The listing records from 
which an offer was drawn showed: a first of $9,300 at 
7% and it was actually $8,400 at 742%. Second mortgage 
was listed as: $2,800 and it was actally $2,500. Not only 
that, a further error was committed in that the lending 
company was different than that recorded on listing. The 
board note concludes with the following observation: “The 
result (of the deal) was that the would-be purchaser 
became so irate at the wanton waste of his time and 
energy trying to purchase a home on which the informa- 
tion given him was at such great variance with the facts 
that he refused to have further dealings with either 
office.” 


NEW MACHINE INSTALLED 


Oshawa & District Real Estate Board has installed a 
new photo-listing machine which will process listings quick- 
er and more economical than the board’s previous system. 

The machine: an electronic stencil cutting machine 


(Electro-Rex) makes a screened stencil which is put on a 
duplicating machine which can supply any number of 
copies at approx. $5 rather than the $11 originally assessed 
for each listing. The two machines cost the board $2,314.50 
less trade-in allowance on the board’s old duplicator 
and is expected to pay for itself within six to nine months. 
Processing and distribution of listings using the new me- 
thod will save from 24 to 48 hours, thus getting the list- 
ings into the hands of the brokers much earlier. 


The Oshawa board also announces a new Three Star co- 
op sales contest based on the points system. Top three 
salesmen in each month will receive awards plus publicity 
in the local newspaper. The top salesman for the year will 
receive a plaque plus other suitable recognition at the an- 
nual meetings. 
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CONTEST 


FOR ALL CAREB MEMBERS 


CAREB’s Executive feel that a dis- 
tinctive, Canadian Crest should be 
designed for future us. Therefore: 
CAREB is willing to pay an award 
for the best design. 





You do not need to be an artist. Just send us your 
illustration in a semi-comprehensive drawing; if it’s 
accepted, an artist will handle the polishing. 


All Entries must be in by August 15th, 1961. 


MAIL TO: 
$100.00 CAREB 
FOR BEST DESIGN 109 Merton Street 
Toronto 7, Ont. 





MONTHLY CO-OP STATISTICS FOR APRIL 1961 
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Executive Committee: 
K. S. Raven, F.R.I., Kingston, President 


2 - E. B. Fleming, Sault Ste. Marie, Vice-President 
Association of P. H. McKeown, Ottawa, Past-President 
O. K. Teetzel, Secretary, 109 Merton St., 
Real Estate 


Toronto. 
Boards 


Regional Directors: 


W. S. Evans, London; A. C. Kilgour, North Bay; 
E. A. Mitchell, F.R.I., Brampton; Lloyd Ran- 
dall, Brantford; W. P. Ristow, Oshawa; R. E. 
Sanderson, Port Credit; C. Gordon Todd, 
Hamilton; A. Wiebe, Kitchener; Roy Wymark, 
Ottawa. 


SENIOR MEN 
SWITCH POSTS 


MONTREAL 


J. A. Lowden, R.A.C.1, F.R.I., 
M.A.I., S.R.A., past- president of 
C.A.R.E.B. and on the governing 
council of the Canadian Institute of 
Realtors, was manager of the mort- 
gage dept. (Quebec Div.) for Manu- 
facturers Life. Mr. Lowden has been 
appointed president of United Princi- 
pal Properties Ltd. 


TORONTO 


Peter Langer, S.I.R., formerly vice- 


THE BRAMPTON REAL ESTATE BOARD has held its annual elections. Those president of Farlinger & Langer, 


Toronto has now become associated 


elected were: seated, left to right, Jim Simpson, secretary; Earnie Mitchell, president; 
Reg. Wilson, vice-president. BACK ROW: Harold Knight, director; Bob Esler, 
treasurer; Bill Davis, M.P.P., Peel County, the guest speaker; Joe Harley, past- 


with A. E. LePage Ltd. of Toronto 
where he will be vice-president and 





president and Harry Laughlin, director. Absent are: George Little and Miss McGahey Director. 


Twin City Offers 


Unique Proposal 


The Fort William Industrial Com- 
mission have launched a progressive 
and unique promotion campaign to 
encourage industry into the city’s en- 
virons. An ad in the Financial Post 
is headed “Wanted - Alive - New In- 
dustrial Developments” for which a 
finder’s award will be given. 


The brochure goes on to say that 
the City of Fort William will enter 
into an agreement to pay a substan- 
tial recurring commission for five 
years to ANYONE being fully respon- 
sible for securing or developing a 
new industry employing 25 or more 
persons continually, and located with- 
in the City. Further particulars can 
be obtained by writing S. H. Blake, 
City Administrator, City Hall, Fort 
William, Ont. 
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MEN VS. WOMEN 


In Marketing, a Canadian Business journal, one of magazine’s ace columnists 
has torn a strip off male real estate salesmen while acknowledging the merits of 
the real estate saleslady. 

Dorothy Dew, in her March 24th column: “I'll buy . . . if” has this to say: 

“The phenomenal success of women realtors could be an object lesson to all 
managers of sales staff. Their secret is simply trying to find what the buyer 
wants to buy, not offering what the realtor wants to sell. The saleswoman’s 
attitude is often the result of personal and bitter experience of high-pressure 
salesmanship which is all so many male realtors seems to know. 

“She takes the trouble to find out in detail the housing needs of the purchas- 
ing team, particularly the distaff side of it. If she is asked for advice on the 
best place to put Great-aunt Agatha’s loveseat she is willing and able to answer 
because she too may have had to suffer from a family heirloom. 

“Most important of all, she doesn’t waste customers’ time by showing them 
unsuitable properties just to prove she is on the job. 

“How many of us have suffered from the real estate salesman who tries to 
talk us into buying a down-at-the-heels mansion — in a deteriorating area — 
when what we want is a six-room bungalow up-town? Or, when it comes to 
selling, to have him try to talk us into the first offer that comes along “because 
you won’t get a better one, you know, not for a house like this.” You do — by 
the end of the week. Then comes the crowning insult to your intelligence — 
“Aren’t you glad now you waited? (meaning that he persuaded you to). It 
never pays to jump at the first offer. 

“It seems to me that feminine success in the real estate field underlines the 
two cardinal points of salesmanship. The first, paradoxically is — don’t try to 
sell. The second — don’t be patronizing to your prospective customer.” 


B.C.’s Industrial Development 


Speaking to the opening sessions of 
the B.C. Association of Real Estate 
Boards convention at Nanaimo in 
May, Prof. R. E. Boston, of U.B.C., 
said that there has possibly been a 
net loss in the real value of manu- 
facturing in British Columbia since 
1956. 

Pointing out that in the period from 
1952 to 1956 B.C. enjoyed a rate of 
increase in the gross value of manu- 
factured goods of 34%, Boston stated 
that this has since dropped to a rate 
of 8% in the period from 1956-1960. 
Making allowance for a rate of in- 
flation of 2%, B.C. would have needed 
a 9% rate of growth to maintain its 
position and that if the inflation rate 
was 3% —a 16% growth rate would 
be needed to sustain the real value of 
manufacturing. (Economists gener- 
ally rate Canada’s inflationary factor 
at between 2 and 3% annually.) 

Prof. Boston called upon the Real- 
tors — as those most vitally concerned 
with the problem of industrial devel- 
opment—to help in making the 
people of B.C. aware of the many 
problems which presently are holding 
back B.C.’s industrial growth. 





He outlined a_ seven-point pro- 
gramme which he stated would help 
get B.C. rolling again. Most impor- 
tantly, B.C. needs to establish a cen- 
tral industrial development agency to 
serve the whole province. Financing 
for industrial development work must 
be provided on a scale of approxi- 
mately 75¢ per person each year to do 
an effective job. This would mean a 
fund of one and a quarter million 
dollars annually for industrial devel- 
opment work, instead of the present 
$750,000 expenditure. 


Boston’s third proposal was for 
development of an overall plan for 


TORONTO BOARD 
STARTS GOLD RUSH 


The Toronto Real Estate Board commenced a Photo Co- 
op ‘Gold-Rush’ Contest on May 15th. The contest ends 5 


p.m. Friday, August 11th. 


Points are being awarded as follows: 


Listing Salesman, or broker salesman — 60 day Photo Co- 


op listing — 4 points 


Listing Salesman, or broker saleman — 90 day Photo Co- 


op listing — 6 points 


Listing Salesman if his Photo Co-op listing is sold by him- 
self or any other salesman or broker salesman — 


8 points 
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the growth of the province. A cam- 
paign must also be undertaken, he 
added, to publicize B.C.’s potential as 
well as placing the facts on the 
present situation before the B.C. Pub- 
lic and affected groups. Analysis and 
research on B.C.’s industries, resour- 
ces and markets must be stimulated 
and expanded. The United States, for 
example, spends roughly one-half of 
one percent of its gross national 
product on research. The Canadian 
figure is about half that, he added, 
and B.C.’s rate is about half the 
Canadian rate. 


The final point in Boston’s plan was 
that B.C. must make a real effort to 
stabilize costs affecting industry, in- 
cluding labour, construction, raw ma- 
terials and power. 


Attorney General Robert N. Bonner, 
Q.C., speaking at the B.C. Convention, 
complimented B.C. Realtors on the 
progress they had made to date in 
improving their standards through 
education and self-discipline. 


Touching on B.C.’s future in trade 
and industry, Mr. Bonner noted the 
growth potential in the Pacific North- 
west and stated that, while trade deals 
with Red China are worthwhile and 
valuable, B.C. should concentrate on 
developing trade on a_ north-south 
basis on the Pacific slope. California, 
Washington, Oregon and B.C. com- 
prise a larger market than Canada, 
he noted. 

Other made by Mr. 
Bonner included completion of both 
the Peace River and Columbia River 
power projects before the end of this 
decade. “We will need them both”, he 
stated, “and it doesn’t matter much 
which is started first’. He also said 
that the population explosion which is 
taking place in North America will 
result in a tremendous increase in 
demand for pulp and paper products 
which will be reflected in plant expan- 
sion on the B.C. Coast and the 
Interior near Prince George. 

He also forecast a per-capita income 
rise in B.C. from $1,700 now to $2,200 
in 1970 and a corresponding increase 
in retail sales from $1,100 per capita 
to $1,400. In the same 10-year period 
he noted that the labour force would 
expand from 560,000 to 775,000. 


forecasts 


NE PLUS ULTRA OF P.R. 


The Sacramento Real Estate Board act as hosts to local news media by 
inviting the press, radio, T.V. and other news media to an annual luncheon. 
Idea is to acquaint board members with the men and women who write the news 
. .. to foster better liaison and to learn from the “news hawks” better methods 


of handling board public relations. 


A spokesman for the board is enthusiastic about the annual affair. “It is 
surprising the co-operation we receive from these various news outlets, because 
of this liaison. One would be astounded if he saw the quantity of space given 
to us which we have recorded in our scrapbooks.” 


He concluded by saying, “There is absolutely no doubt that these get- 
togethers aid organized real estate in presenting a corporate image.” 


Canadian boards might tear a leaf from Sacramento’s book, by instituting 


something similar. 


(any) 
10 points 


Selling Salesman, or broker salesman —for selling a 
property which is listed on Photo Co-op — 


(Therefore, a salesman, or broker salesman, listing a pro- 


perty on Photo Co-op for 90 days and selling it himself, 


would receive 24 points, i.e.: 6 for listing, 8 because his 
listing is sold and 10 because he made the sale). 


If a property is listed or sold jointly by 2 or more sales- 
men, points will be split evenly. In case of a tie the prize 


will be awarded to the salesman with the highest standing 


in the “Million Club”. 


225 Gold Sovereigns are being held in reserve by the 


Bank of Montreal and will be distributed as 44 prizes: 1st: 


28 sovereigns (worth approx. $10 each) ; 2nd: 19 S’s; 3rd: 
10 S’s; 4th: 8 S’s and twenty prizes of 4 S’s each and 


twenty prizes of 3 S’s each. 
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PERSON TO PERSON 
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call the navy! 


the Houston Chronicle (reprinted in 
Sacramento Realtor) laconically reports 
that grassroots action is better than 
governmental involvement any day. The 
Malolla River in Oregon had a certain 
1800-foot horseshoe bend which was 
crumbling huge chunks of farmers land 
and carrying the soil away. The farmers 
appealed to the government who sent the 
Corps of Army Engineers. These worthy 
gentlemen studied the problem and said 
it would cost $188,000 to stop erosion 
but they didn’t know when they 
could get around to it. So, the farmers 
rented a bulldozer and for $1,500 they 
dug a new channel which solved the 
problem completely. The paper work 
alone, if connected with a federally-done 
project probably would have cost them 
that much and more. . 


counselor emeritus 


. . . James A. Lowden, past-president 
of C.A.R.E.B. (1960) becomes the second 
Canadian to be accepted as a member 
of the American Society of Real Estate 
Counselors. The society is made up of 
Realtors with broad backgrounds in the 
real estate field to qualify them to 
advise on all types of realty problems 
Only 172 counselors have been ad- 
mitted since the society was formed in 
1953. Mr. W. H. Bosley of Toronto is 
the original Canadian member 


bellwether? 


. .we might look to the sale of pleasure 
boats as a bellwether of better times. 
James Hahn, President of Shepherd Boats 
Ltd., Ontario, claims that a 10 to 12% 
increase in cruisers indicates this. The 
purse strings are loosing. This is sup- 
posed to be a sign of a general rise in 
the national economy 


swamp builder 


. Samuel Bernstein, a 77-year old 
New York builder, whose firm has built 
some 10,000 homes and 45 apartment 
buildings cites a venture which proves 
there is a strong vein of status symbolism 
running through the average buyer. In 
the early twenties, he developed a 400- 
acre tract in the Flatbush section of 
Brooklyn and offered lots at $450 each. 
He had no takers so he pushed the price 
to $500 and was 
cols. .. 


“swamped with 


26 


legal bedroom 


landlord Frederick Vacher is in- 
cested because the Etobicoke building 
department has told him that someone 
was sleeping in the basement recreation 
room of one of his duplexes. The land- 
lord asks if Mayor Phillips could be 
prosecuted if he decided to sleep in 
the rec room one hot summer night 
“Further’’ says Vacher, ‘“‘how can | 
watch 140 people in my houses when 
they decide to go to bed?” . 


one bus families 


Realsite Inc., developers in a 
burgeoning section of Lauderdale Lakes 
in Florida has initiated a six-day per- 
week free bus service, running on close 
schedule for its residents who have or will 
buy in its 400-unit project. Bus will 
transport residents to and from shopping 
areas in fringe areas. . . 


astronautical approach 


.in order to prove that fears of resi- 
dents in the exclusive Sunnydene Estates 
off Bayview in Metro Toronto were 
groundless, Cadillac Investments Ltd., a 
firm which hoped to erect two ten-storey 
apartment buildings close by — rented a 
mobile crane, up which they sent a pho- 
tographer to film evidence that apart- 
ment dwellers couldn't peek down into 
the privacy of swimming pools, patios, 
etc., even if they wished. Photos showed 
that tree foliage obstructed view. North 
York Council chose sides with the rate 
payers and voted 5-2 against re-zoning. 


bricks anyone? 


. @ spokesman for the Brick & Tile 
Institute told members of the Women’s 
Committee of the Toronto Real Estate 
Board that a study of the various kinds 
of brick would save a home builder as 
much as $300 per unit. General Man- 
ager Hugh C. MacDonald said that prices 
average at about: $67 per M for burned 
clay; $42 per M for concrete and $38 
per M for sand-lime. About 8 M bricks 
are used on an average. If a builder uses 
the cheaper brick he can re-invest the 
kitchen 
exhaust fans, natural stone front, paved 


savings in: (as an example) 


driveway, etc. . 





CALENDAR 


CAN. ASSOC. REAL ESTATE BOARDS 
Banff, Alberta 
September 4th - 8th 


CAN. FED. INS. AGENTS 
St. Margarite, P.Q. 
Sept. 11th - 15th 


ONT. INS. AGENTS’ ASSOC. 
Royal York, Toronto 
Oct. 18th - 20th. 





MARITIME BOARDS’ ANNUAL CONF. 
Halifax, N.S. 
Oct. 26th - 27th 


NAT. ASSOC. REAL ESTATE BOARDS 
Miami Beach, Fla. 
Nov. llth - 17th 


perpetuity 
“It has been calculated that a 
$13,500 home bought under President 
Kennedy’s 40-year mortgage plan, would 
cost the buyer $33,437 by the time the 
place was paid off’’. ‘’This may strike 
some people as high,’’ quotes the Wall 
Street Journal, ‘‘but then again that 
$33,437 may be worth only $13,500 by 
the time 2001 A.D. rolls around.”’ . 


JUST 
AS IN 


bE “s0or 
j| = Tights” 


you would have fulfillment of your 
dreams for adventure in romantic 
foreign countries by taking part in 
one of our spectacular 1961 vaca- 
tion tours or individual trips. 

This year’s special: 


MAGICAL MEXICO! 


One week of varied sightseeing: 
$71.00; two weeks: $140.50; or 
luxurious 4 weeks vacation: $335.00. 
Prices based on double occupancy, 
plus air transportation. 

Apply for free colorful folders at 


FOUR SEASONS TRAVEL 


Beneee 109 Bloor West 
Toronto 5 

Tel. WA. 5-5555 
(7 lines) 


Travel agents for many Realtors 





REAL ESTATE 
DIRECTORY 


GENERAL REAL ESTATE 


® BARRIE, ONT. 


A. F. Rose, 
78 Tiffin Street, 
PA. 8-2379. 


@ BRANDON, MAN. 


Hughes & Co. Ltd., 
125 - 10th Street. 


@ BURLINGTON, ONT. 
Canada’s largest town 

W. D. Hitchcox, 

541 Brant St., N.E. 4-2343. 


@ CALGARY, ALTA, 
Burn-Weber Agencies, 
218 Seventh Ave. W. 
Cote & Hunt Ltd., 
606 Cdn. Bank of Commerce Bldg. 


@ EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 -101A Ave. 


@ FORT WILLIAM, ONT. 
Willport Realty Limited, 
Fort William - Port Arthur. 


®@ NANAIMO, B.C. 

December Roses on the Blue Pacific 
Nanaimo Realty Co. Ltd., 
Nana‘mo Realty Block. 


®@ OSHAWA, ONT. 
Lucas; Peacock, Realtor, 
556 Simcoe St. N. 


@e OTTAWA, ONT. 
C. A, Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Phone CE. 6-7101. 
P. Hubert McKeown, 
McKeown Realties Ltd., 
169 Somerset St. W. (CE. 2-4806). 


@ PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


QUEBEC, QUE. 

Ross Brothers & Company Limited, 
P.O. Box 9 (Uppertown) 
LAfontaine 2-4091. 


@ RED DEER, ALTA. 
Botterill McKee Cunningham Ltd. 
5002 Ross Street, 
Phone 2619, 


General Real Estate Continued 


WINNIPEG, MAN. 

Aronovitch & Leipsic Limited, 
Four Sixty Main Street, 
WHitehall 2-3301. 


PROPERTY MANAGEMENT 


HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


IND. SITES — PROPERTIES 


CALGARY, ALTA. 


Cote & Hunt Ltd., 
606 Cdn. Bank of Commerce Bldg. 


FORT WILLIAM, ONT. 


G. R. Dunean & Co. Ltd., 
121 May Street. 


HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. 


EDMONTON, ALTA. 

Melton Real Estate, 

10154-103rd Street, Phone 47221. 
Weber Bros. Agencies Ltd., 
10113-101A Ave. 


APPRAISALS 


CALGARY, ALTA. 

Ivan C., Robison & Company, 
716-Fifth St. S.W., 

Phone AMherst 6-3475. 


EDMONTON, ALTA. 

Peter B. Sayko, F.R.I., A.A.C.I., 
11023 - 127 Street. 

Weber Bros. Agencies Ltd., 
10013 -101A Avenue. 


OTTAWA, ONT. 

C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Phone CE. 6-7101, 


ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324. 


TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


TOP FLIGHT REAL 
ESTATE CONNECTIONS 
FROM COAST -TO-COAST 


© General Real Estate 


® industrial sites 
and properties 


®@ ideal store locations 
e rural holdings 
© appraisals 


® property management 


Rates for Advertising 
in the Real Estate 


Directors 


3 lines — 12 issues $45.00 


3 lines — 6 issues 29.00 


Additional lines $1.00 per issue, 


No charge for city and province lines 


PROFESSIONAL 
LISTINGS 


Rates for Professional Listings 
ONE INCH SIZE 
For six insertions $60.00 


For twelve insertions 95.00 





FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings. industrial and revenue pro- 
pertics. homes, building lots and sub-division 
developments 
Write. wire or phone 
BOULTBEE SWEET & CO. LTD. 
Sei 


555 Howe St., Vancouver, B.C. ML. 1-7221 





CTRIC HEATING 


BARRIE BUILDER,GEORGE DAVIES 


“T feel that the public is aware of Medallion Homes 
and knows what to expect in quality,” said George 
Davies, Barrie, Ontario builder during a recent 
interview. “‘I plan to build more Medallion Homes 
this year.” 

The success Mr. Davies has found by installing 
electric heating in Gold Medallion Homes is proven 
by four homes he built side by side on Castle Drive 
in Barrie. All were sold shortly after completion. 

Hydro advertising for Medallion Homes and 
electric heating certainly helps. ‘You see advertising 
in newspapers, magazines and on TV educating the 
public to accept all-electric living and the comfort 


it brings.’”” Mr. Davies went on to say, “The more 
you put into a home—electrically, the greater the 
profit you get out of it. It also makes a more com- 
plete home for the buyer.” 

George Davies is an example of the many pro- 
gressive builders who are selling homes faster by 
building to the Medallion Standard and including 
electric heating. 

For complete information on Medallion Standards, 
Full Housepower, Planned Lighting and appliance 
conditioning, see your electrical contractor or your 
local Hydro. Experience shows that homes built to 
Medallion Standards sell faster. 


are 


Mr. George Davies in front of four electrically heated Medallion 
Homes he built in Barrie. All four homes are occupied; two by 
teachers, one by an insurance agent and one by the Davies 
family. Of the four homes, 3 are Gold Medallion standard with 
electric heating —one is Bronze Medallion with electric heating. 


Wes Perry of K.P. Electrical Contractors, Barrie, Ontario and 
Mr. Davies in front of the service panel of one of the Medallion 
Homes. Electrical contractors can boost their contracts by as 
much as 300% through Medallion Standard installations with 
electric heating. 
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